
PRODUCT STRATEGY
!

Adding value for a customer solution with: 
Expertise, Benefit Selling, Value Added Solutions



PRODUCT OPTIONS

Customers have choice 

Buying decision is complicated. 

Simplify the options for the 
Customer



PRODUCT 
CONFIGURATION



BECOMING A 
PRODUCT EXPERT

Product Development/Quality Improvement Process



PRODUCT COMPONENTS

Performance Data and 
Specifications 

Maintenance and Service 
Contracts 

Price and Delivery 

Warrantee Information 

Options for Configuration

http://www.jeep.com/model-compare/quick-chart/?modelYearCode=CUJ201403


KNOW YOUR COMPANY
Culture and Support



KNOW YOUR COMPETITORS

Strengths and Weaknesses 

What is your competitive advantage?



UNDERSTANDING 
YOUR INDUSTRY

Changes 

Developments 

Current Happenings



HOW TO BECOME A 
PRODUCT EXPERT

Trainings 

Research 

Literature 

Experience 

Demonstrations 

Customers



ADDING VALUE

“How will I Benefit?” 

Satisfy their need/
want/demand  

Make sure you can 
prove it.

Specific 
Characteristics  

Stems from Product 
Components 

Answers the question 
“What is it?”

Feature Benefits

Bridging Statements

http://sales.about.com/od/Sales-Presentations/a/The-Benefits-Of-Benefits-Statements.htm


WRITTEN PROPOSALS

Budget and Overview 

Objective 

Strategy 

Schedule  

Rationale


